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Merit  Promotions  . . . 


one  more  time 

There  seems  to  be  some  discrepancy  as  to  the 
criteria  for  merit  promotion.  CSM  Hickle  provides 
the  following  information; 


Staff  Sergeant 

m Must  have  earned  the  Recruiter  Ring. 

. Must  be  a BNCOC  graduate. 

. Must  meet  DA  standards  for  appearance, 
bearing,  and  deportment. 

. No  set  limit. 

. Must  be  a detailed  recruiter. 


Sergeant  First  Class 

m Minimum  of  6 years  TIS. 

. Must  have  2 years  TIG. 

. Must  be  an  ANCOC  graduate  (effective 
1 Oct  93). 

. Only  eligible  for  PMOS  OOR  recruiters. 

. Must  meet  DA  standards  for  appearance, 
bearing,  and  deportment. 

. Limited  to  1 0 per  year  (6  for  CG,  1 per 
Brigade). 
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I have  a dream 


The  following  is  excerpted  from  the  Reverend  Dr. 

Martin  Luther  King’s  famous  speech,  delivered  at 

the  Lincoln  Memorial  on  August  28, 1963,  in  the 

March  on  Washington  D.C.for  Civil  Rights. 

I am  not  unmindful  that  some  of  you  have  come 
here  out  of  excessive  trials  and  tribulation.  Some  of 
you  have  come  fresh  from  narrow  jail  cells.  Some  of 
you  have  come  from  areas  where  your  quest  for 
freedom  left  you  battered  by  the 
storms  of  persecution  and  stag- 
gered by  the  winds  of  police  bru- 
tality. You  have  been  the  veterans 
of  creative  suffering.  Continue  to 
work  with  the  faith  that  unearned 
suffering  is  redemptive. 

Go  back  to  Mississippi ; go  back 
to  Alabama;  go  back  to  South  Car- 
olina; go  back  to  Georgia;  go  back 
to  Louisiana;  go  back  to  the  slums 
and  ghettos  of  the  Northern  cities, 
knowing  that  somehow  this  situ- 
ation can,  and  will  be  changed. 

Let  us  not  wallow  in  the  valley  of 
despair. 

So  I say  to  you,  my  friends,  that 
even  though  we  must  face  the  dif- 
ficulties of  today  and  tomorrow,  1 
still  have  a dream.  It  is  a dream 
deeply  rooted  in  the  American  dream  that  one  day 
this  nation  will  rise  up  and  live  out  the  true  meaning 
of  its  creed  — we  hold  these  truths  to  be  self  evident, 
that  all  men  are  created  equal. 

I have  a dream  that  one  day  on  the  red  hills  of 
Georgia,  sons  of  former  slaves  and  sons  of  former 
slave-owners  will  be  able  to  sit  down  together  at  the 
table  of  brotherhood. 

I have  a dream  my  four  little  children  will  one 
day  live  in  a nation  where  they  will  not  be  judged 
by  the  color  of  their  skin  but  by  the  content  of  their 
character.  I have  a dream  today! 

I have  a dream  that  one  day  every  valley  shall  be 
exalted,  every  hill  and  mountain  shall  be  made  low, 
the  rough  places  shall  be  made  plain,  and  the 
crooked  places  shall  be  made  straight  and  the  glory 
of  the  Lord  will  be  revealed  and  all  flesh  shall  see  it 
together. 


This  is  our  hope.  This  is  the  faith  that  I go  back  to 
the  South  with. 

With  this  faith  we  will  be  able  to  work  together 
to  pray  together,  to  struggle  together,  to  go  to  jail 
together,  to  stand  up  for  freedom  together,  knowing 
that  we  will  be  free  one  day.  This  will  be  the  day 
when  all  of  God's  children  will  be  able  to  sing  with 
new  meaning  — "my  country  'tis  of  thee;  sweet  land 
of  liberty;  of  thee  I sing;  land  where  my  father  died, 
land  of  the  the  pilgrim's  pride; 
from  every  mountain  side,  let 
freedom  ring"  — and  if  Amer- 
ica is  to  be  a great  nahon,  this 
must  become  true. 

So  let  freedom  ring  from 
the  prodigious  hilltops  of 
New  Hampshire. 

Let  freedom  ring  from  the 
mighty  mountains  of  New 
York. 

Let  freedom  ring  from  the 
heightening  Alleghenies  of 
Pennsylvania. 

Let  freedom  ring  from  the 
snow-capped  Rockies  of  Col- 
orado. 

Let  freedom  ring  from  the 
curvaceous  slopes  of  California. 

But  not  only  that. 

Let  freedom  ring  from  the  Stone  Mountain  of 
Georgia. 

Let  freedom  ring  from  Lookout  Mountain  of  Ten- 
nessee. 

Let  freedom  ring  from  every  hill  and  molehill  of 
Mississippi,  from  every  mountainside,  let  freedom 
ring. 

And  when  we  allow  freedom  to  ring,  when  we 
let  it  ring  from  every  village  and  hamlet,  from  every 
state  and  city,  we  will  be  able  to  speed  up  that  day 
when  all  of  God's  children  — black  men  and  white 
men,  Jews  and  Gentiles,  Catholics  and  Protestants 
— will  be  able  to  join  hands  and  to  sing  in  the  words 
of  the  old  Negro  spiritual.  "Free  at  last,  free  at  last; 
thank  God  Almighty,  we  are  free  at  last." 
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News  Briefs 


USAREC LTC 
promotion  rate 
exceptional 

H Congratulations  to  the 
USAREC  lieutenant  colonels  se- 
lected for  promotion  to  colonel. 
Eleven  USAREC  officers  were  se- 
lected, five  of  whom  had  no  previ- 
ous Command  Designated  Position 
List  command  time. 

USAREC  did  extremely  well, 
compared  to  the  rest  of  the  Army. 
Our  selection  rate  was  well  above 
the  Army  average,  with  a 28.6  per- 
cent selection  rate  for  above  the 
zone  consideration  (Army  average 
0.9  percent)  and  a 64.3  percent  se- 
lection rate  in  the  primary  zone 
(Army  average  44.3  percent). 

Congratulations  to  the  following 
USAREC  lieutenant  colonels: 

1st  Brigade 
George  C.  Clarke,  EN 
Patrick  G.  Snapp,  FA 
2d  Brigade 

Frankie  L.  Moman,  FA 
Warren  A.  Rogers,  FI 
William  L.  Vogel,  AV 
5th  Brigade 
Thomas  H.  Aldrich,  AV 
Panic.  Walker  Jr.,  AV 
Charles  M.  Williams,  FA 
6th  Brigade 
Karen  N.  Maguire,  AG 
Wayne  H.  Stephens,  AV 
Bruce  E.  Terrell,  AG 

An  analysis  of  the  1 1 USAREC 
officers  selected  for  promotion 
shows  that  all  the  selected  officers 
are  Staff  College  Level  graduates; 
four  are  Army  War  College  Corre- 
spondence Course  selectees;  six 
had  previous  Command  Designated 
Position  List  experience;  and  seven 
officers  have  master’s  degrees. 

This  USAREC  selection  rate  rein- 
forces our  belief  that  USAREC  offi- 
cers are  “top  of  the  line.” 


Special  needs 


H The  need  for  applicants  who 
are  looking  for  a career  in  the 
military  intelligence  field  is  still 
high.  We  currently  have  a demand 
for  CMF  98,  in  particular  98X1  and 
97E1.  If  you  have  an  applicant 
who  is  interested  in  this  area, 
please  ensure  that  prior  to  process- 
ing for  enlistment  he  or  she  has  al- 
ready taken  the  required  special 
tests  i.e.,  DLAB,  AAT  or  AP  tests. 

Attention!  Option  20,  U.S. 

Army  station/command/unit/area 
enlistment  program,  is  back.  There 
are  approximately  3,5(X)  assign- 
ments loaded  for  various  MOSs  for 
both  male  and  female.  MOSs  and 
assignments  are  limited.  Some  of 
the  assignments  include  Forts  Car- 
son,  Hood,  Drum,  Lewis,  Bragg, 
Benning,  Bliss,  Campbell  and 
Alaska,  Europe  and  Korea.  The 
MOSs  and  assignments  available 
are  limited. 

Special  training  packages 
(STP)  are  still  alive  and  need  to  be 
sold.  STP  allows  two  or  more  sol- 
diers to  train  and  be  assigned  to  the 
same  initial  assignment.  Some 
available  assignments  are  Fort 


Bragg,  25th  Inf,  Hawaii,  and  lOth 
Mountain  Div,  Fort  Drum. 

The  following  MOSs  are  behind 
the  average  fill  for  2d  quarter  FY 
93  and  need  special  emphasis. 
These  MOSs  are  on  a first-come 
basis: 

02  series,  IIX,  12B,  12C,  13B, 
13E,  13F,  13M,  14J,  14R,  16S, 
19K,  31U,  33R,  33Y,  42E,  44B, 
45E,  45K,  45T,  51K,  54B,  63B, 
63D,  63E,  63T,  63W,  63Y,  77F, 
91R,  92A,  96R,  CMF  96  and  98. 

This  list  is  to  be  used  as  guid- 
ance only  and  in  no  way  does  it 
guarantee  that  the  applicant  will  be 
able  to  receive  this  job  due  to  daily 
changes. 

If  you  have  a question  or  idea 
you  want  to  share,  please  write  and 
be  as  specific  as  possible.  The  ad- 
dress is: 

Commander 

US  Army  Recruiting  Command 
ATTN:  RCRO-0  (SFC  Talley) 
Fort  Knox,  KY  40121 

POC  is  SFC  Talley,  1-800-223- 
3735,  extension  4-8786. 


CONAP  Stats 

Agreements  for 

Total  CONAP 

Brigade 

1-30  Nov  92 

Agreements 

1st 

45 

1,642 

2d 

144 

3,412 

5th 

133 

1,716 

6th 

43 

562 
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The  end  of  the 
Best  of  the  Best 

^ The  final  edition  of  the  CG’s 
Best  of  the  Best  program  was  com- 
pleted in  October  1992.  The  deci- 
sion to  discontinue  the  program  is 
a result  of  recommendations  from 
commanders  and  sergeants  major 
at  all  levels  and  because  of  the  cost 
of  the  program. 

All  other  incentive  programs  re- 
main in  effect.  Commanders  are  en- 
couraged to  emphasize  and  use 
them  to  provide  additional  motiva- 
tion to  the  field  force. 

POC  is  SFC  Ayers,  HQ 
USARECRO,  1-800-223-3735, 
ext.  4-0714. 


Uniforms  avail- 
able by  catalog 

I If  you  don’t  have  easy  access 
to  a Military  Clothing  Sales  Store, 
you  can  buy  your  uniform  needs 
through  an  MCSS  catalog.  Anyone 
authorized  to  buy  uniforms  from 
an  Army  and  Air  Force  Exchange 
Service  MCSS  can  order  from  the 
catalog  when  a local  store  is  not 
available.  Dress,  service  and  battle 
dress  uniforms  are  available 
through  the  catalog,  as  well  as 
boots,  shoes,  shirts,  insig- 
nia,patches,  accessories,  socks  and 
towels.  It  also  includes  size  charts 
and  special-measurement  proce- 
dures, so  you  can  get  the  right  fit. 

To  receive  a copy  of  the  Army 
and  Air  Force  Exchange  Service 
MCSS  catalog,  write  to:  Headquar- 
ters AAFES/PD-U,  P.O.  Box 
660202,  Dallas,  Texas,  75266- 
0202;  or  call  (214)  312-3206  or 
DSN  967-3206.  Specify  Army  or 
Air  Force  edition. 

From  an  AAFES  release 


Soldiers  given  8 
years  to  become 
U.S.  citizens 

M Soldiers  who  are  not  U.S.  citi- 
zens now  have  eight  years  from  the 
time  of  enlistment  to  obtain  citizen- 
ship if  they  wish  to  stay  in  the 
Army,  according  to  retention  and 
accession  officials.  Applicants  for 
enlistment  and  reenlistment  must 
now  state,  in  writing,  they  under- 
stand that  military  service  beyond 
eight  years  requires  U.S.  citizen- 
ship, a change  from  the  previous 
policy  of  seven  years,  officials 
said. 

“All  soldiers  have  an  eight-year 
service  obligation  when  they  sign 
up,”  said  Sgt.  Maj.  Jerome  L. 

Pionk,  Department  of  the  Army 
Staff  Retention  NCO.  “The  change 
in  policy  is  an  effort  to  match  up 
those  eight- year  periods.”  The  pol- 
icy does  not  apply  to  citizens  of  the 
Republic  of  the  Marshall  Islands  or 
any  of  the  Federated  States  of  Mi- 
cronesia. 

ARNEWS 

Revised  form  for 
extended  SGLI 
coverage 

H A new  form  for  electing  ex- 
tended coverage  under  the 
Servicemen’s  Group  Life  Insur- 
ance program  is  being  distributed 
to  military  personnel  offices  world- 
wide as  well  as  to  various  units  and 
commands  of  the  reserve  compo- 
nents. 


The  new  form,  SGLV  8286,  is 
the  preferred  method  for  choosing 
insurance  above  the  automatic 
$100,000.  But  the  old  forms  and  lo- 
cally reproduced  copies  of  the  new 
form  may  also  be  used,  according 
to  a personnel  official.  Any 
servicemember  eligible  for  SGLI 
coverage  as  of  Nov.  30, 1992,  can 
choose  to  increase  his  SGLI  cover- 
age up  to  the  maximum  of 
$200,000  without  proof  of  good 
health,  up  till  March  31. 

After  that,  such  proof  will  be  re- 
quired to  up  the  insurance.  Cover- 
age at  the  increased  level  becomes 
effective  once  the  SGLI  form  is 
properly  prepared,  signed  by  the 
soldier  and  received  by  the  service, 
or  on  Dec.  1,  whichever  is  later. 
The  incremental  cost  for  the  extra 
insurance  will  be  the  same  as  for 
the  current  coverage  — 80  cents 
per  month  for  each  $10,000  of  cov- 
erage. 

ARNEWS 

Changes  to 
major,  captain 
RIF  announced 

I The  Army  has  modified  its 
strength  reduction  program  in  a 
number  of  officer  grades  and  spe- 
cialties. The  major  reduction-in- 
force  board  for  the  Army 
competitive  category  and  both  the 
major  and  captain  RIF  for  the  Med- 
ical Service  Corps  have  been  can- 
celled, according  to  Army 
personnel  officials.  The  captain 
Army  competitive  category  RIF 
will  be  conducted,  but  will  exclude 
captains  with  more  than  14  years 
service  as  of  Sept.  30, 1993,  offi- 
cials said.  Officials  added  that 
about  1,400  officers  in  this  popula- 
tion are  targeted  for  either  volun- 
tary or  involuntary  separation. 
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Consulting  creates 

sales 


Top  salespeople  who  sell  to  businesses  and  pro- 
fessionals find  that  the  most  successful  ap- 
proach to  use  is  the  consultative  approach. 
Rather  than  serving  these  professionals  in  the  capacity 
of  a “salesperson,”  these  top  salespeople  serve  as  con- 
sultants, helping  their  customers  cut  their  costs,  in- 
crease their  revenues,  and  improve  their  profits. 

This  type  of  selling  requires  professional  skills; 
therefore,  a person  must  continually  improve  his  or  her 
selling  skills  to  be  successful  in  this  market. 

The  skills  required  to  be  suc- 
cessful in  selling  to  businesses 
and  professionals  are  the  same 
as  those  to  be  successful  in  the 
hi-grad  and  college  markets. 

This  month  we  will  explore  the 
consultative  approach  in  sell- 
ing. We’ll  review  the  steps  of 
the  consultative  approach  and  the  basic  needs  of  the 
professional  people  in  these  markets. 

Throughout  this  article,  keep  in  mind  how  you  will 
change  what  you  are  now  doing  when  meeting  with 
your  prospects  and  customers  by  adopting  this  ap- 
proach. Also,  ascertain  what  benefits  you  and  your  pros- 
pects will  derive  from  this  change  in  your  approach. 

The  key  to  becoming  successful  in  selling  in  the  pro- 
fessional and  hi-grad  market  is  to  become  a consultant 
and  put  aside  forever  the  thought  of  being  “just  another 
salesperson.”  The  fastest  way  to  do  this  is  to  change 
your  self-image.  Think  of  yourself  as  a “Doctor  of 
Sales,”  not  as  a vendor  of  a product  or  services. 

As  you  know,  a doctor  has  a very  specific  way  in 
dealing  with  patients.  He  or  she  does  not  show  you  dif- 
ferent brochures,  different  prices,  or  different  products 
from  which  you  are  to  make  your  choice.  Instead,  the 
patient  is  the  one  who  is  interviewed  and  put  into  the 


situation  of  having  to  make  a case  to  the  doctor  for 
needing  his  or  her  services. 

When  you  change  your  self-image  and  begin  to 
think  of  yourself  as  a Doctor  of  Sales,  you  will  start  to 
think  of  your  prospects  as  patients  who  need  the  ser- 
vices you  offer  as  a representative  of  the  Army  and  the 
Army  Reserve.  Your  attitude  will  change,  and  you  will 
become  more  effective  in  your  sales  efforts.  You  will 
become  a professional. 

What  are  the  characteristics  of  a professional?  First, 
professional  people  have  special- 
ized knowledge.  When  you  go  to 
the  doctor,  you  go  because  of  the 
specialized  knowledge  that  doc- 
tor possesses  that  can  help  you 
solve  your  problem.  While  you 
still  have  to  aggressively  prospect 
and  market  the  Army  and  the 
Army  Reserve  (your  product),  it  is  important  for  you  to 
remember  that  you  are  a professional  who  possesses 
specialized  knowledge  that  is  used  to  solve  the  prob- 
lems of  your  prospects. 

Second,  you  must  make  it  very  clear  in  the  course  of 
the  conversation  with  your  prospect  that  you  have  a 
“Code  of  Ethics.”  An  integral  part  of  your  code  of  eth- 
ics is  that  you  maintain  only  the  highest  degree  of  integ- 
rity and  that  you  will  only  act  in  the  prospect’s  best 
interest.  The  only  way  a person  can  accept  the  recom- 
mendations of  a doctor  is  if  that  recommendation  is 
made  in  the  best  interest  of  the  patient.  Likewise,  the 
only  way  a prospect  is  ever  going  to  accept  your  recom- 
mendation is  if  they  believe  it  is  made  in  their  best  inter- 
est. So  it  is  very  important  that  you  focus  your  entire 
presentation  on  what  is  best  for  your  prospect. 

Third,  the  way  to  focus  your  presentation  on  what  is 
best  for  your  prospect  is  to  ask  questions.  A doctor  be- 


Become  a 
Doctor  of  Sales 
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gins  the  visit  with  a patient  by  asking  questions.  This  is 
the  beginning  of  the  rapport  building  process  and  is  es- 
sential in  establishing  a trust  bond.  When  this  bond  is 
established,  the  patient  is  more  willing  to  discuss  any 
problems  with  the  doctor  during  the  intimate  part  of  the 
examination.  Asking  the  right  questions  will  allow  you, 
the  professional,  to  build  a trust  bond  more  quickly.  It 
will  also  allow  the  prospect  to  be  more  open  and  honest 
with  you  throughout  the  interview. 

The  first  thing  a doctor  will  do  after  establishing  rap- 
port with  a patient  is  to  conduct  the  examination.  The 
doctor  takes  a look  at  the  patient  and  tries  to  get  an  idea 
of  what  the  problem  is.  As  a consultative  salesperson, 
or  as  a Doctor  of  Sales,  your  examination  is  the  inter- 
view. Talk  with  the  prospect.  Find  out  why  they  can 
use  the  Army  or  Army  Reserve  to  achieve  their  goals. 

One  of  the  most  important  attributes  you  must  pos- 
sess as  a professional  salesperson  is  that  you  will  not 
try  to  sell  your  product  or  service  until  you  know  your 
prospect’s  “felt  dissatisfaction.”  Just  as  a doctor  does 
not  make  a recommendation  until  the  problem  is 
known,  you  must  refrain  from  making  any  recommen- 
dation to  the  hi-grad  until  you  know  how  an  enlistment 
or  commission  can  benefit  to  that  person.  Using  the 
consultative  approach  means  asking  the  right  questions 
and  finding  the  real  reason  the  prospect  should  buy. 

Once  a doctor  has  performed  the  examination,  he  or 
she  will  formulate  a diagnosis.  This  diagnosis  is  then 
presented  to  the  patient  along  with  a prescription  to 
solve  the  problem. 

As  a Doctor  of  Sales,  you  formulate  a diagnosis  of 
your  prospect’s  problem,  the  area  the  prospect  wants  to 
improve  upon.  Then  you  tell  the  prospect,  “I  have  a so- 
lution.” This  solution  is  your  prescription  for  the  pros- 
pect. It  is  the  way  an  enlistment  or  commission  will 


allow  the  prospect  to  be  all  he  or  she  can  be.  It  is  the 
action  plan  for  your  prospect. 

When  is  the  last  time  you  went  to  a doctor,  under- 
gone an  examination,  learned  of  the  diagnosis,  heard 
the  doctor’s  recommendation,  received  the  prescription, 
and  said,  “There’s  no  way  I’ll  do  this”?  Probably  never. 
People  don’t  respond  in  that  way.  Once  the  doctor  has 
established  a bond  of  trust,  formulated  a diagnosis,  and 
offered  a prescription,  most  people  cannot  wait  to  get 
to  the  pharmacist  to  fill  the  prescription  and  solve  the 
problem. 

Use  the  consultative  approach  to  selling  and  become 
a Doctor  of  Sales.  Build  rapport.  Establish  a trust  bond. 
Perform  your  “examination”  by  asking  the  right  ques- 
tions. Formulate  a diagnosis.  Then  offer  the  prescrip- 
tion. You  will  find  that  your  hi-grad  prospects  will  use 
an  enlistment  or  a commission  in  the  Army  or  the 
Army  Reserve  to  solve  their  problems. 

SFC  Dennis  Margheim,  HQ  USAREC  Training 


Winners  expect  to  win 
in  advance.  Life  is  a seif- 
fuifiiiing  prophecy. 

— Anonymous 


Training  Tips 

QUESTION:  What  is  the  most  critical  part  of  using  the  Consultative  Selling  Technique? 

ANSWER:  The  most  important  question  that  has  to  be  settled  if  you  want  to  sell  successfully 
at  this  level  is,  “Have  I truly  established  trust?” 

Just  as  patients  have  to  believe  that  their  doctors  can  “deliver  the  goods,”  your  prospects  must 
know  that  you  can  also  deliver  the  goods  and  help  them  get  to  where  they  want  to  be.  There- 
fore, properly  establishing  rapport  and  building  tmst  cannot  be  overemphasized  in  using  the 
Consultative  Selling  Technique. 
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Speaking  o 
‘pro  talk’ 


The  night  before  the  Annual  Awards 
Board  at  Headquarters,  U.S.  Army  Re- 
cruiting Command,  CSM  Ernest  Hickle 
assembled  the  other  members  of  the  board  to 
discuss  the  procedure  and  protocol  of  the  board. 
This  year’s  board  consisted  of  the  sergeant 
major  of  the  Recruiting  and  Retention  School, 
SGM  Joseph  G.  Garner,  SGM  Bernardo 
SanFeliz  of  HQ  USAREC’s  Reserve  Affairs 
Directorate,  and  the  brigade  command  ser- 
geants major:  CSM  Donna  D.  Montgomery 
(1st),  CSM  Jose  A.  Morell  Jr.  (2d),  CSM  Wil- 
liam R.  Greenfield  (5th),  and  CSM  David  J. 
Gardner  (6th). 

After  the  board  members  divvied  up  the  areas 
from  which  they  would  each  ask  questions,  CSM 
Hickle  advised  them  to  ask  the  hard  questions.  “We 
want  to  be  tough  on  them,”  said  Hickle.  “We  would 
like  to  see  just  what  they’re  made  of.” 

Indeed,  the  board  was  tough.  Each  soldier  was  in- 
spected before  the  questions  began,  for  appearance  and 
proper  wear  of  the  uniform.  CSM  Hickle  asked  to  see 
each  soldier’s  Army  identification  card  and  asked  basic 
questions  about  that  soldier’s  personal  military  history. 

Over  the  next  half-hour,  each  soldier  was  grilled  in 
basic  soldier  skills  and  leadership  knowledge.  Army 


CSM  Ernest  H.  Hickle  Jr. 

programs,  current  affairs,  military  knowledge,  soldier 
programs,  the  U.S.  Army  Reserve,  drill  and  ceremonies, 
security  issues  and  recruiting  knowledge.  Although  each 
soldier  was  given  the  opportunity  to  revisit  a question  a 
second  time,  wrong  answers  were  not  corrected  by  the 
board. 

After  each  category  was  completed,  SFC  Nancy  Beris- 
tain  and  MSG  Roger  Jackson,  both  from  HQ  USAREC, 
tallied  the  scores.  Except  for  those  two,  no  one  knew  who 


— the  Annual  Awards  Board 
meets  to  determine  USAREC’s 
top  soldiers 
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USAREC's  Award  Winners  (from  left  to  right):  ISG  Blount,  SFC  Mary  Cunningham,  SFC  Renee  Kiel,  SSG  Robert 
Carr,  SFC  Thomas  Flemming,  SFC  Terry  Johnson,  SFC  Charles  Adams,  SFC  Stephen  Vaughn,  SFC  Joseph  Solano. 


the  winners  were  until  the  envelopes  were  ripped  open  at 
the  Awards  Banquet  on  December  10. 

That  evening,  with  CSM  Hickle  as  host,  the  command 
group  from  HQ  US  AREC  and  all  participants  in  the  board 
assembled  for  dinner  at  Gallata’s,  one  of  the  restaurants 
in  the  Fort  Knox  Club  System.  The  head  table  included 
MG  Jack  C.  Wheeler,  USAREC’s  commanding  general, 
BG  Robert  Roper,  deputy  commanding  general,  COL 
Stewart  McGregor,  USAREC  chief  of  staff,  last  year’s 
RA  and  USAR  recruiters  of  the  year,  SFC  Jeffrey  Wal- 
thers  and  SFC  Paul  Ohmann,  and  retired  Sergeant  Major 
of  the  Army  Glenn  Morrell.  Morrell  had  been  invited  as 
a guest  speaker  at  the  board  luncheon,  where  he  exhorted 
the  recruiters  and  assembled  staff  to  take  care  of  each 
other. 

In  his  after-dinner  speech,  MG  Wheeler  praised  the 
assembled  group.  “We  have  foreign  visitors  who  come 
to  our  headquarters  every  month,  asking  how  we  go  about 
doing  our  business.  And  that  success  is  because  of  you. 
You  are  putting  young  people  on  the  path  of  success 
rather  than  the  path  of  destruction.  Lots  of  young  people 
are  staying  in  school  because  of  you.” 

“Others  will  want  to  emulate  you.  People  are  watching 
you,  and  want  to  succeed  by  doing  what  you’ve  done. 
You  serve  as  a model.” 

Echoing  the  CG’s  comments,  CSM  Hickle  remarked, 
“There  are  approximately  7,000  foxhole  recruiters  out 
there,  and  more  than  200  first  sergeants.  Those  of  you 
who  don’t  win  tonight  must  know  that  even  though  you 


don’t  walk  away  with  the  trophy,  you  are  some  very 
select  company.” 

“We  saw  a whole  new  breed  of  soldier  this  year,  and 
I’ve  got  to  tell  you,  my  time  comes  to  leave  this  great 
Army,  I know  I will  be  leaving  it  in  great  hands.  Our 
future  senior  NCOs  and  CSMs  are  out  there,  some  of 
them  in  this  room,”  said  Hickle. 

“You  want  to  talk  about  the  best?”  Hickle  continued. 
“Let  me  tell  you,  the  group  of  soldiers  we  have  seen  this 
week  are  the  finest  USAREC  has  to  offer.  Every  single 
one  of  them  is  sharp,  very  sharp.  Deciding  the  best  of 
these  best  was  very  difficult. 

“Before  this  board  started,  I predicted  that  only  two  to 
three  points  would  separate  the  winner  from  the  runner- 
up,  and  that  is  the  way  it  fell  out  in  every  category,”  said 
Hickle.  “You  are,  quite  simply,  the  very  best.” 

“Finally,  I would  like  to  personally  thank  MSG  Ray- 
mond Kuklinski,  MSG  Minerva  Ramos-Lopez,  MSG 
Roger  Jackson  and  SFC  Donald  Schmidt,  all  of  the  Train- 
ing and  Plans  Directorate,  for  all  of  their  hard  work  in 
coordinating,  planning  and  executing  a virtually  flawless 
board  and  awards  program.  Special  thanks  also  to  SFC 
Nancy  Beristain,  our  board  reporter.” 

It  was  an  evening  of  tension  and  excitement.  As  with 
any  contest,  there  had  to  be  those  who  didn’t  take  home 
a trophy,  but  in  the  words  of  retired  SMA  Morrell, 
“Non- winners  don’t  have  to  take  a back  seat  to  anybody 
because,  you  know,  you  are  better  than  most.” 

Kathleen  Welker,  RJ  editor 
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New 

Recruiter  of  the  Year 


never  quit,”  says  SSG  Robert  H.  Carr, 
■ USAREC’s  New  Recruiter  of  the  Year. 

-M-“No  matter  what  my  mission  is,  I never 
hold  back  and  I don’t 
quit.” 

As  a result,  the  New  Re- 
cruiter of  the  Year  has  never 
missed  his  mission. 

Originally  from  Indepen- 
dence, Calif.,  Carr  entered 
the  Army  in  1984  as  a mili- 
tary policeman.  “I  like  deal- 
ing with  people,  so  I thought 
law  enforcement  was  a natu- 
ral for  me.  But  I find  this 
(recruiting)  to  be  very  chal- 
lenging. For  me,  recruiting  is 
a very  good  job.” 

Carr  began  his  recruiting 
duties  in  February  199 1 at  the 
Mesa  East  Recruiting  Sta- 
tion, Phoenix  Battalion. 

Since  then,  he  has  earned  his 
Gold  Badge  in  7 months  and 
his  Recruiter  Ring  in  13 
months.  He  ended  FY  92  as 
the  number  one  recruiter  in  Phoenix  Battalion  with  327 
percent  GSA  (36  for  1 1)  and  239  percent  volume  (41  for 
14).  He  also  met  all  his  special  mission  requirements. 

Carr’s  mission  remained  low  because  he  qualified  for 
Best  of  the  Best  three  times,  but  “SSG  Carr  has  proven 
that  he  does  not  need  to  have  a high  mission  to  produce 
high  numbers,”  says  ETC  Wayne  Stephens,  Phoenix 
Battalion  commander. 

“One  thing  I’ve  learned,”  says  Carr,  “is  that  you  have 
to  establish  reasonable  goals  and  a really  good  work 
ethic.  Then  never  deviate  from  that  ethic.  Continue  to 
work  hard,  no  matter  what  happens.” 


Carr  is  a hard  worker,  without  doubt.  He  has  completed 
the  Spanish  language  course  and  was  named  to  the 
commandant’s  list  for  both  PLDC  and  BNCOC.  As  the 

only  recruiter  in  Phoenix  Bat- 
talion to  qualify  for  the  Best 
of  the  Best  all  three  times, 
Carr  was  awarded  an  Impact 
Meritorious  Service  Medal 
from  MG  Jack  C.  Wheeler  for 
his  outstanding  achievements 
in  recruiting  in  FY  92. 

On  his  recruiting  success, 
Carr  says,  “You  have  to  really 
care  about  the  individual. 
You  have  to  show  each  indi- 
vidual applicant  that  you 
care,  that  he  can  trust  you, 
that  you  will  do  whatever  you 
can  for  him.” 

Wearing  the  uniform 
works  for  him,  says  Carr. 
“People  will  stop  me  in  the 
street  and  ask  about  the 
Army.” 

Carr  attributes  a lot  of  his 
success  to  other  NCOs.  “First, 
SFC  Terry  Mayes  taught  me  NCO  leadership.  And  with- 
out the  training  and  leadership  of  my  station  command- 
ers, SFC  Charles  Evans  and  SFC  Harold  Francis,  none  of 
this  would  have  happened. 

“I’d  really  like  to  thank  the  people  of  Phoenix  Battal- 
ion, especially  the  guidance  counselors.  I bring  the  appli- 
cants down,  but  the  GCs  put  them  in  the  Army.” 

Carr  credits  his  wife,  Jennifer,  and  his  daughters, 
Courtney  and  Kaitlyn,  with  keeping  his  attitude  upbeat. 
“Jennifer  has  been  very  supportive,”  says  Carr,  “even  at 
times  when  it  didn’t  seem  to  be  in  her  best  interest.  In  FY 
92  I learned  how  really  important  your  family  is.” 


SSG  Robert  H.  Carr 
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Regular  Army 
Recruiter  of  the  Year 


Does  this  constitute  a streak?  The  rest  of 
you  recruiters  ought  to  call  Jacksonville 
and  find  out  what  they’re  doing  right. 
This  year  another  Jacksonville  soldier,  SFC 
Stephen  M.  Vaughn, 
was  selected  as  the  RA 
Recruiter  of  the  Year. 

Vaughn,  from  Melbourne 
(Ra.)  Recruiting  Station, 
says  his  job  is  very  challeng- 
ing, but  very  rewarding. 

“There  are  a lot  of  people 
out  there  with  dreams,  but  a 
lot  who  won’t  do  something 
for  themselves  to  make  those 
dreams  happen.  My  job  as  a 
recruiter  lets  me  help  them 
out  with  their  dreams,  give 
them  a sense  of  direction, 
take  charge  of  their  lives.” 

Vaughn  entered  the  Army 
in  October  1977  as  an  IIB 
infantryman.  While  he  was 
working  as  in  the  Equal  Em- 
ployment Opportunity  Office 
at  Fort  Benning,  Ga.,  he  decided  he  liked  working  with 
people.  Later,  his  time  as  a drill  sergeant  only  served  to 
emphasize  his  personal  interest  in  people.  So,  as  a ser- 
geant first  class,  he  volunteered  for  recruiting  duty  in 
October  1990.  “For  job  satisfaction,”  he  says. 

“I  take  each  applicant  personally.  I get  to  know  each 
individual,  and  then  1 really  believe  I can  help  that  person 
achieve  a goal.  I really  feel  good  when  1 get  someone  a 
slot,”  Vaughn  says. 

He  continues,  “I  am  very  sincere  about  my  job,  be- 
cause I truly  believe  in  it.  I am  very  motivated.  And  I truly 
believe  the  Army  is  a very  good  place  to  be. 

“I  think  most  applicants  enlist  because  of  their  re- 
cruiter. In  some  way,  they  have  been  touched  by  the 


recruiter’s  sincere  belief  in  the  Army  and  its  benefits. 

“Last  week  an  applicant’s  father  came  in  to  see  me.  I 
had  put  his  older  boy  in  the  Army  last  year,  and  that  young 
man  got  everything  he  wanted  from  the  experience  — it 
was  a very  satisfactory  enlistment  in  every  way.  Anyway, 
now  the  second  son  was  look- 
ing at  joining  the  military  and 
the  father  came  to  me  and 
said,  ‘We  were  contemplat- 
ing looking  at  what  the  other 
services  had  to  offer,  but  we 
believe  in  you.  So  if  you  can’t 
get  him  what  he  wants,  we’ll 
know  nobody  else  can  help 
him  either.’  That  made  me 
feel  very  good,  because  1 
know  I have  that  father’s 
trust.” 

Vaughn  says  that  just  look- 
ing at  people  is  a good  way  to 
discover  potential  applicants. 
He  says  everywhere  he  goes, 
he  asks  people  if  they  are  en- 
joying what  they  do.  Then  he 
asks  them  what  they  would 
like  to  do  and  how  they  plan 
to  get  to  that  goal.  “I  have 
enlisted  people  from  fast  food  places  and  the  malls,  where 
they  are  working  for  minimum  wage,  are  gaining  very 
few  skills  and  see  no  way  out.” 

Vaughn  thinks  HQ  USAREC’s  initiative.  Recruit  the 
Recruiter,  is  a very  good  idea.  “1  think,  to  be  successful, 
you  have  to  want  to  be  a recruiter.  You  have  to  want  to 
be  involved  with  people.  To  be  motivated  as  a recruiter, 
you  have  to  be  enthusiastic  about  the  Army.  You  have  to 
have  a strong  work  ethic,  you  have  to  give  110  percent  at 
all  times,  and  you  have  to  have  an  understanding  spouse.” 
Vaughn  credits  his  wife,  Rebecca,  with  “total  support. 
She  knows  my  work  ethic  and  why  this  is  so  important  to 
me,  and  she  supports  me  all  the  way.”  The  Vaughns  are 
expecting  their  first  child  in  June. 
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US  Army  Reserve 

Recruiter  of  the  Year 

— — — — — 


FC  Renee  D.  Kiel,  originally  from  Des 
Moines,  Iowa,  has  found  a niche  for  her- 
self in  5th  Re- 
cruiting Brigade.  This 
AGR  soldier  won  tops 
honors  at  the  USAREC 
Annual  Awards  Board 
as  the  USAR  Recruiter 
of  the  Year. 

A graduate  of  Oral  Rob- 
erts University  with  a 
bachelor’s  degree  in  theol- 
ogy, Kiel  enlisted  in  1983  as 
a 7 ID  legal  specialist.  She 
volunteered  for  recruiting 
duty  and  started  as  a USAR 
field  recruiter  in  1989.  She 
was  meritoriously  promoted 
in  July  1992  for  earning  her 
Recruiter  Ring  within  her 
initial  AGR  tour. 

When  asked  how  she  got 
into  recruiting,  Kiel  re- 
sponds, “1  wanted  to  get  into 
sales,  but  wasn’t  sure  I’d  be 
good  at  it.  Also,  1 wanted  to  continue  in  the  Reserve.  With 
recruiting,  1 wouldn’t  have  to  depend  on  commissions,  so 
to  speak  — I’d  have  a guarateed  income  — so  I volun- 
teered to  try  it  out.  So  far,  so  good.” 

Kiel’s  interest  in  sales  and  recruiting  started  when  she 
was  in  college.  “I  worked  on  man-day  spaces  with  a 
recruiter  during  the  summers  in  college.  I went  on  house 
calls  and  made  phone  calls;  and  I really  felt  like  I was 
making  a contribution.” 

Kiel  stresses  the  importance  of  communications  skills 
in  recruiting.  “You  almost  have  to  be  a teacher.  You  have 
to  communicate,  in  a digestible  manner,  a lot  of  informa- 
tion to  make  people  understand  your  product,  in  this  case. 


the  Army.  If  you  can  give  them  information  they  can 
understand,  they  can  more  easily  accept  your  product. 

“I  think  the  number  one 
reason  applicants  have  not  to 
join  is  fear  — and  fear  comes 
from  a lack  of  understanding. 
If  you  take  the  mystery  out  of 
it,  they’ll  join,”  says  Kiel. 

The  new  USAR  Recruiter 
of  the  Year  had  a very  good 
FY  92,  achieving  235  percent 
of  her  mission,  and  is  cur- 
rently “mission  box”  year-to- 
date.  She  managed  these 
numbers  on  top  of  a move 
from  Alief  RS  (Houston  West 
Company)  to  the  Greens  Road 
station  (Houston  North  Com- 
pany) during  the  year. 

Kiel  has  a customer-ser- 
vice attitude  and  believes  that 
a positive  approach  is  essen- 
tial to  success.  Her  philoso- 
phy is:  “Be  positive,  think 
creatively,  and  network  — it 
works.” 

Networking  is  one  of  Kiel’s  most  effective  tools. 
“Knowing  people  is  what  helps.  I rely  on  referrals.  When 
you  take  the  time  to  get  to  know  your  DTPs  and  TPUs, 
get  into  the  schools  and  communities,  and  the  referrals 
will  come  naturally.” 

Kiel  started  her  recruiting  tour  in  Minneapolis  Battal- 
ion, but  was  able  to  move  to  Houston  when  her  husband, 
David,  a civilian  pastor,  was  transferred  there.  “David  is 
very  supportive  and  he  thinks  the  Army  takes  very  good 
care  of  its  own,”  says  Kiel. 

“I  think  we  can  convince  applicants  that  the  Army  is  a 
good  place  for  them.  We  just  have  to  take  the  ‘cold’  out 
of  the  process  and  make  it  warm.” 


SFC  Renee  D.  Kiel 
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RA  Nurse 

Recruiter  of  the  Year 


For  the  second  consecutive  year,  SFC 
Mary  L.  Cunningham  captured  the  RA 
Nurse  Recruiter  of  the  Year  award  for  5th 
Brigade,  but  this  year  Cunningham  also  won  the 
top  honor  at  the  USAREC  Annual  Awards 
Board.  “It’s  exhilarating,” 
says  Cunningham. 

Entering  the  Army  in  July 
1976  as  a 75B,  personnel  admin 
specialist,  Cunningham  volun- 
teered for  recruiting  duty  in 
1989.  Since  then,  she  has  been  a 
field  recruiter  and  station  com- 
mander, and  she  is  now  the  sta- 
tion commander  of  the  Kansas 
City  Nurse  RS,  supervising 
three  RA  and  two  USAR  nurse 
recruiters. 

While  it  is  well  known  that 
recruiting  nurses  is  “different,” 

Cunningham  describes  that  dif- 
ference as  “a  more  intellectual 
sell  than  an  emotional  one”  in 
which  she  emphasizes  educa- 
tional benefits,  promotion  po- 
tential and  responsibility  rather 
than  the  more  emotional  issues  of  patriotism  and  service 
to  country. 

“In  my  area,  the  pay  (in  civilian  hospitals)  is  compara- 
ble (to  the  Army  pay  structure),  so  I have  to  talk  up  the 
autonomy  and  responsibility,”  says  Cunningham.  “In 
Army  hospitals,  a nurse  captain  will  work  side-by-side 
with  a doctor  who  is  also  a captain.  With  my  applicants. 
I’m  already  talking  to  professionals,  so  I sell  the  Army; 
they  already  know  the  job.” 

About  her  continued  success,  Cunningham  says,  “I  do 
the  same  things  this  year  that  I did  last  year  — keep  a 
good  working  relationship  with  my  colleges  and  take  care 
of  my  soldiers.” 
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SFC  Mary  LCunningham 


She  also  admits  to  another  work  habit  that  has  served 
her  well  — overproducing. 

Although  Cunningham  admits  to  be  slowed  down  a bit 
when  the  packet  mission  converted  to  a commission 
mission,  she  adapted  well.  During  FY  92,  she  accom- 
plished 200  percent  of  her  assigned  mission  by  achieving 
eight  RA  commissions  against  a 
mission  of  four,  and  she  was  se- 
lected to  attend  the  Brigade  Advi- 
sory Council  for  each  quarter  of 
the  fiscal  year. 

Cunningham  attributes  a lot  of 
her  success  to  staying  in  her 
schools.  “They  know  me — deans 
will  call  me  if  they  think  I can  help 
a potential  applicant.  Getting 
known  at  a school  and  then  stay- 
ing known  is  very  important  in  my 
area.  We  have  a really  big  geo- 
graphic area  — it’s  a 5 -hour  drive 
to  a school  in  Hayes,  Kansas,  so  I 
can’t  afford  to  just  go  for  a visit, 
r ve  got  to  make  every  trip  count.” 
Table  days  and  displays  gener- 
ate a number  of  leads,  but  Cun- 
ningham recommends  getting  the 
nurse  counselors  into  the  schools 
with  the  recruiters.  “Then  you’ve  got  nurses  talking  to 
nurses.  For  the  same  reason,  I take  applicants  to  a military 
treatment  facility  every  chance  I get.  The  recruiter  sells 
the  Army,  but  an  Army  nurse  talking  to  an  interested 
nurse  or  student  nurse  can  speak  to  real  and  practical 
experiences.” 

Cunningham  admits  that  there  is  a school  she  can’t  get 
into.  “They  are  Mennonite  and  they  have  a different 
philosophy  about  the  value  of  military  service.  But  I can 
get  a list  of  their  students,  so  I call  them  — it  works.” 

When  asked  to  give  credit  where  credit  is  due,  Cun- 
ningham would  like  to  thank  her  son,  Sean,  for  putting 
up  with  her. 
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USAR  Nurse 
Recruiter  of  the  Year 


’ve  lived  in  Louisburg  (Tenn.)  for  38 
years;  people  know  me.  That  helps,”  says 
the  new  USAREC  USAR  Nurse  Re- 
cruiter of  the  Year,  SFC  Charles  M.  Adams. 

Adams  started  his  Army  career  in  1972  as  a 75B 
personnel  admin  specialist.  “My  father  was  a 37-year 
veteran  of  the  Army  and  the 
Guard,  so  I never  even  consid- 
ered anything  else,”  says 
Adams. 

So  how  did  he  get  into 
USAREC?  It  seems  that  a per- 
sonal characteristic  found  a 
niche  for  Adams  in  recruiting. 

“1  grew  up  in  a very  rural  area 
where  everybody  just  talks  to 
everybody  else.  Well,  you 
know,  it  just  drives  my  wife 
crazy,  but  I’ll  talk  to  anybody. 

“One  day  we  were  in  a mall 
in  Nashville  and  I see  this  guy 
in  a uniform,  so  I go  up  to  talk 
to  him.  It  turns  out  he  was  the 
operations  sergeant  for  the 
Nashville  Recruiting  Battalion. 

So  we  started  talking  about 
USAREC  and  he  told  me  all  about  recruiting.  It  sounded 
like  a job  that  suited  me,  so  I signed  on  in  December 
1986.” 

Adams  found  he  really  enjoyed  going  into  the  schools 
and  had  been  a field  recruiter  for  two  and  half  years  when 
the  battalion  sergeant  major  told  him  there  was  a nurse 
recruiter  slot  open  and  asked  if  Adams  were  interested. 

“In  USAR  units.  I’ve  been  the  unit  administrator, 
supply  sergeant  and  finance  NCO.  And  I’ve  been  a field 
recruiter,  but  I’m  telling  you,  being  a nurse  recruiter  is 
the  best  job  I’ve  had  in  my  life,”  says  Adams. 

One  of  the  reasons  why  Adams  likes  his  job  so  much 


is  that  USAREC  has  rewarded  him  for  “striking  up  con- 
versations,” something  he  excels  at.  One  of  the  Best  of 
the  Best,  Adams  believes  in  talking  to  people  face-to- 
face. 

“It’s  too  easy  for  people  to  avoid  talking  to  you  on  the 
telephone.  Getting  into  hospitals  is  important,  too.  I talk 
to  nurses  in  the  hospital  cafeteria  and  the  lobby  and  the 
gift  shop.  And  they  listen.” 

Part  of  the  secret  of  his  suc- 
cess, says  Adams,  is  that  he  has 
a real  appreciation  for  nurses. 
He  has  an  exceptional  family 
member  who  requires  medical 
attention,  and  while  he  credits 
doctors  for  making  diagnoses, 
he  says  his  experience  is  that  it’s 
the  nurses  who  really  take  care 
for  the  patients. 

Another  part  of  his  success  is 
a strong  work  ethic.  “When  I’m 
at  work,”  says  Adams,  “I  work. 
I don  ’ t drink  coffee  or  si t around 
and  chat.  I recruit  all  the  time.” 
Adams  also  believes  in  edu- 
cating his  fellow  recruiters.  “If 
you  take  the  time  to  educate 
your  fellow  recruiters  about  nurse  referrals,  it  just  bene- 
fits everyone.  You  get  a referral  and  a possible  commis- 
sion, and  that  other  recruiter  get  points  for  making  the 
referral.  Everybody  wins.” 

A good  nurse  counselor  is  essential,  according  to 
Adams.  “Without  a good  nurse  counselor,  you  don’t  get 
anything  done,”  says  Adams,  who  credits  CPT  Thomas 
H.  Chapman  with  “giving  125  percent  at  all  times.” 

Adams  and  his  wife,  Audrie,  have  two  children:  son 
Danny  and  daughter  Carrie.  Adams  says  his  wife  is  a big 
help  to  him  in  his  recruiting  duty.  “I’m  on  the  road  so 
much,  I have  applicants  call  the  house.  My  wife  is  the 
best  secretary  a man  could  have.” 


SFC  Charles  M.  Adams 
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nstructor  of  the  Year 


W ^rom  day  one,  I came  into  the  Army 
thinking  I’d  like  to  be  a recruiter,” 
says  SFC  Thomas  G.  Flemming, 
USAREC’s  Instructor  of  the  Year  for  1993. 

Flemming  entered  the  Army  in  September,  1981,  as  a 
75B  personnel  adminstration  specialist,  but  he  credits  a 
recruiter  with  influencing  his  career  toward  USAREC. 
“My  recruiter.  Chuck  Morris,  treated  me  as  a person,  not 
as  a commodity.  He  really 
helped  me  out,  and  I thought 
I’d  like  to  be  able  to  help 
other  young  people  too.” 

As  a result,  Flemming  vol- 
unteered for  recruiting  duty 
in  1985.  After  graduating 
from  the  basic  recruiting 
course  as  the  honor  graduate, 

Flemming  went  on  to  be  a 
field  recruiter,  station  com- 
mander, a nurse  recruiter  and 
a nurse  station  commander. 

He  has  been  the  NCOIC  of 
the  nurse  recruiting  course  at 
the  Recruiting  and  Retention 
School,  Fort  Benjamin  Harri- 
son, for  the  last  year  and  a 
half. 

When  asked  the  secret  of 
his  success  in  earning  tops 
honors  as  an  instructor, 

Flemming  responds  that  the 
leadership  at  the  Recruiting 
and  Retention  School  “really  instills  a sense  of  responsi- 
bility in  its  students.  They  make  you  want  to  be  a high 
achiever.  I guess  I bought  into  that  right  from  the  begin- 
ning.” 

It  seems  that  Flemming  was  a highly  motivated  indi- 
vidual before  USAREC  found  him  — he  was  honor  grad 
from  his  basic  training,  and  on  the  commandant’s  list  for 
both  ANCOC  and  the  master  fitness  training  course. 

Treating  people  as  people,  not  as  numbers,  applies  to 
Flemming’s  students  at  Fort  Ben  too.  “I  have  to  be  both 
a trainer  and  a motivator  in  the  nurse  course.  On  day  one 
of  the  course,  nurse  recruiters  are  very  apprehensive. 


They  don’t  know  what  to  expect.  They  know  they’ve 
done  well  in  recruiting  before  now,  but  they’ve  heard 
how  ‘different’  nurse  recruiting  is.  And  they  are  an  odd 
mix  — sergeant  E-5  through  colonel  0-6. 

“But  they’re  all  my  students.  I have  to  make  sure  when 
people  leave  my  course,  that  they  are  motivated  and  that 
they  have  all  the  information  they  need  to  be  successful. 
They  want  this  information.” 

Flemming  stresses  the  importance  of  enforcing  stan- 
dards. “Standards  are  some- 
thing that  you  have  to  make  an 
everyday,  conscious  decision  to 
maintain.  Especially  when  you 
are  tired  or  stressed,  it’s  so  easy 
to  let  something  slip.  But  the 
bottom  line  is:  You  must  en- 
force standards.” 

Additionally,  Flemming  be- 
lieves strongly  that  every  sol- 
dier should  receive  sustainment 
training.  “Refresher  courses  are 
just  that  — your  knowledge  is 
refreshed  and  your  attitude, 
your  motivation  gets  refreshed 
a little  too.” 

Flemming  continues,  “About 
teaching.  I’d  say  to  be  a good 
teacher,  you  have  to  be  innova- 
tive. There  are  so  many  really 
good  teachers  here  at  the 
schoolhouse,  you  have  to  keep 
coming  up  with  new  ideas  just 
to  keep  pace  with  your  peers. 

“I  also  hold  with  the  belief  that  you  can  take  something 
positive  from  every  person  you  meet.  You  can  learn 
something  from  anyone  — even  from  people  you  don’t 
like  or  don’t  get  along  with.  That’s  a hard  lesson,  but  a 
very  valuable  one.” 

Flemming  credits  his  wife,  Linda,  with  helping  him  to 
succeed.  “She  has  always  supported  me  100  percent  from 
day  one.  She  sort  of  OJT’d  as  an  Army  spouse  — I was 
already  on  recruiting  duty  when  we  married.  And  she 
really  knows  the  business  — she’s  made  my  success  her 
business.  I even  try  out  new  class  ideas  on  her.  I couldn’t 
do  it  without  her.” 


SFC  Thomas  G.  Flemming 
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First  Sergeant 

of  the  Year 
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••  '^’ve  always  been  an  achiever.  I al- 
■ ways  drive  myself  to  do  my  best  and 
-M.  attain  a high  level  of  performance,” 
says  USAREC’s  new  First  Sergeant  of  the 
Year,  Harold  Blount.  Blount  is  the  first  sergeant 
of  Columbia  (S.C.)  Company. 

Blount  came  into  the  Army 
in  1976  to  join  the  Signal 
Corps,  but  he  volunteered  for 
recruiting  in  1981.  “1  thought 
recruiting  would  be  some- 
thing I could  do  well  that 
would  enhance  my  career.” 

Since  then  he  has  been  a field 
recruiter,  a one-man  station 
commander,  an  instructor  at 
the  school  house,  and 
RTNCO  and  a multi-man  sta- 
tion commander. 

That  last  job  was  the  one 
Blount  calls  the  hardest,  be- 
cause “You  are  not  only 
charged  with  ensuring  the 
success  of  seven  recruiters, 
but  you  are  also  responsible 
for  the  leadership,  training, 
guidance  and  supervision  of 
your  junior  NCOs.” 

On  his  success  as  the  top 
“Top,”  Blount  says,  “I’ve 
tried  to  be  an  example  of  what 
a leader  should  be,  and  that  means  so  many  things  — 
values,  attitudes,  professional  conduct.  I expect  the  Four 
Cs  (courage,  candor,  commitment  and  competency)  as  a 
minimum,  and  I stress  loyalty,  duty  and  integrity.  As  a 
leader,  I figure  that  if  I do  right,  then  I can  expect  them 
to  follow  that  example.” 

Blount  assesses  his  leadership  style  as  “adaptable.”  He 
says  he  does  not  adhere  to  just  one  style,  but,  rather. 


assesses  each  situation  and  deals  with  that  situation  as 
needed.  “I  will  be  directive,  if  I have  to,  but  I don’t  believe 
in  belittling  people.” 

“I  really  enjoy  being  a first  sergeant,”  says  Blount.  “I 
think  it  is  the  most  prestigious  position  an  NCO  can 
achieve.  You  have  the  opportunity  there  to  both  like  and 
believe  in  what  you’re  doing.” 

In  addition  to  the  Four  Cs  of 
soldiering,  Blount  has  four  rules 
of  his  own  for  success  as  a first 
sergeant: 

Set  a proper  example  for 
your  soldiers. 

Take  a personal  interest 
in  being  a knowledgeable 
NCO  — that  means  both 
the  technical  aspects  and 
knowing  your  soldiers. 

Be  very  sincere  about  tak- 
ing care  of  your  soldier 
and  their  families. 

Do  what  is  necessary  to 
make  your  soldiers  suc- 
cessful; provide  training 
and  leadership  so  that 
they  can  enjoy  quality  of 
life.  Make  sure  they  are 
equipped  daily  to  do  their 
jobs. 

“I  love  talking  to  people. 
Sometimes  we’ll  be  shopping  or 
out  somewhere  and  I’ll  just  start 
talking  to  people.  But  that’s  the  way  I am,”  says  Blount. 

Blount  has  been  married  for  three  years  and  his  wife, 
Betty,  supports  him  “1 10  percent,”  he  says.  “She  under- 
stands what  I have  to  deal  with  and  she  takes  some  of  the 
responsibility  too.  She  heads  up  the  family  support  group 
in  our  company.  Everyone  knows  she’s  concerned  and 
involved.  Her  presence  lets  the  rest  of  them  know  that  we 
look  at  the  company  as  a big  family.” 


1SG  Harold  Blount 
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Guidance  Counselor 
of  the  Year 


A guidance  counselor  can’t  afford  a 
/%  bad  day,"  says  SFC  Joseph  C. 
X Solano,  selected  as  USAREC’s  new 
Guidance  Counselor  of  the  Year. 

Being  a guidance  coun- 
selor has  a different  kind  of 
pressure,  according  to 
Solano.  As  former  recruiters, 

GCs  know  how  important  it 
is  to  get  every  applicant  into 
a slot.  “You  don’t  want  to  a 
waste  a recruiter’s  efforts, 
but  you  also  want  to  satisfy 
the  needs  of  the  Army  and  the 
applicant.” 

Solano,  who  works  in  the 
Detroit  MBPS,  says  that 
guidance  counselors  have 
only  10  minutes  to  establish 
a bond  of  trust  with  appli- 
cants, so  they  can’t  ever  give 
up  with  an  applicant. 

“Recruiters  have  to  spend 
so  much  time  establishing 
themselves  with  applicants; 
we  (GCs)  don’t  have  that 
time.  We  must  get  right  to  it, 
but  we  must  do  it  right.  A bad 
day  for  a GC  would  affect  a 
recruiter’s  mission.” 

Solano  enlisted  in  1982  for  16J  air  defense  artillery, 
but  has  worked  for  USAREC  since  1987,  first  as  a field 
recruiter  in  Pontiac  (Mich.)  Company,  then  as  a station 
commander. 

As  a guidance  counselor,  Solano  perceives  that  he  has 
three  main  functions: 

■ To  protect  the  integrity  of  the  command,  as  the 
last  USAREC  person  an  applicant  sees  before  he 
or  she  enters  active  duty. 


■ To  assist  in  the  accomplishment  of  USAREC’s 
mission,  getting  applicants  to  the  training  seats. 

■ To  protect  the  welfare  of  each  applicant,  by  ensur- 
ing each  one  knows  all  his  or  her  options  and  op- 
portunities. 

Solano  takes  his  job  very  se- 
riously, but  credits  his  col- 
leagues with  the  same  intent.  “I 
was  very  honored  to  be  se- 
lected, but  any  counselor  at  the 
Detroit  MEPS  could  have  rep- 
resented our  brigade,”  he  says. 
“I  was  honored  to  represent 
them.” 

Reminding  recruiters  to  pre- 
pare their  applicants  for  the 
MEPS  processing  is  an  import- 
ant issue  for  Solano.  “There  is 
a tremendous  sense  of  insecur- 
ity when  they  walk  through  the 
MEPS  doors.  They  have  been 
separated  from  everything  they 
know,  including  their  recruit- 
ers. The  MEPS  is  the  first  step 
into  a great  big  unknown. 
They’re  nervous  and  wonder- 
ing if  they  made  the  right  deci- 
sion. So  a little  preparation  by 
recruiters  would  go  a long  way 
to  ease  their  minds.” 

Solano  wants  to  thank  ISG  Phillip  Cross  for  nominat- 
ing him  to  the  honor  he  eventually  won,  and  SFC  Mark 
Patterson,  for  last-minute  tips  and  guidance  that  proved 
beneficial. 

He  also  wants  to  thank  his  wife,  Kitty,  “for  endless 
hours  of  support,  especially  in  preparation  for  this  board, 
and  much  more.  When  we  first  met,  I was  a lowly  private 
with  no  sense  of  direction.  She’s  helped  me  all  the  way 
through.” 


SFC  Joseph  C.  Solano 
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USAREC’s 
Soldier  of  the  Year 


The  Awards  Board  doesn’t  only  select 
outstanding  foxhole  recruiters,  guid- 
ance counselors 
and  first  sergeants  — it 
also  looks  at  support 
soldiers.  The  Soldier  of 
the  Year  winner  is  that 
USAREC  soldier  who 
possesses  outstanding 
knowledge  in  his  or  her 
field,  exemplary  mili- 
tary skills  and  dedica- 
tion to  supporting  the 
recruiting  force.  This 
year’s  winner  is  SFC 
Terry  M.  Johnson,  the 
RTNCO  from  Savan- 
nah (Ga.)  Company. 

Johnson  started  his  mili- 
tary career  in  November 
1977  as  a 13B  field  artillery- 
man, a job  he  held  for  6 
years.  After  his  selection  for 
recruiting  duty,  Johnson 
served  as  a field  recruiter, 
limited  production  station 
commander  and  guidance 
counselor,  for  which  he  won 
battalion  honors  as  the  Guid- 
ance Counselor  of  the  Year  in  1987.  Johnson  is  also  a 
graduate  of  the  Advanced  Noncommissioned  Officer 
Course. 

Although  tension  was  running  high  for  all  candidates 
of  the  board,  Johnson  says  he  was  not  as  nervous  here  as 


he  was  at  the  2d  Brigade  board.  “At  the  brigade  board  I 
was  very  tense;  here,  1 felt  more  relaxed,  although  the 

board  itself  was  pretty 
tough,”  says  Johnson. 

Johnson  and  the  other  can- 
didates were  grilled  by  board 
members  on  military  knowl- 
edge, basic  soldiering  skills, 
MOS-related  questions  and 
personal  standards.  Johnson, 
who  is  a OOR,  was  ques- 
tioned about  various  aspects 
of  recruiting. 

About  his  personal  stan- 
dards, Johnson  says,  “1  set 
them  high  and  never  lower 
them.  1 set  my  goals  and 
never  deviate  from  them.  In 
this  business,  there  are  no 
shortcuts.” 

Candidates  for  Soldier  of 
the  Year  were  the  first 
boarded,  so  they  had  plenty 
of  time  afterwards  to  take  a 
look  at  HQ  USAREC  and 
Fort  Knox.  Johnson  went 
through  the  Training  and 
Plans  Directorate  to  observe 
the  new  interactive  video- 
disk program  and  to  watch  a 
bit  of  filming  for  a new  train- 
ing film. 

Johnson  credits  his  family  — wife,  Anita,  their  son, 
Christopher,  and  their  daughter,  Cynthia  — with  being 
absolutely  supportive.  “Especially  Anita,”  says  Johnson. 
“Without  her,  1 wouldn’t  make  it.” 


SFC  Terry  M.  Johnson 
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Mega-DEP  a 
success 

The  Jacksonville  (Fla.)  Recruit- 
ing Company’s  recent  mega-DEP 
function  was  an  outstanding  suc- 
cess. It  featured  training,  exhibits 
and  a keynote  address  by  BG 
“Rip”  Roper,  deputy  commanding 
general,  HQ  USAREC. 

Held  in  the  National  Guard  Ar- 
mory, the  event  offered  DEP  sol- 
diers, guests  and  parents  a 
hands-on  look  at  basic  training. 
Recruiters  set  up  training  stations 
for  M-16  instruction,  nuclear,  bio- 
logical and  chemical  instructions, 
map  reading  and  camouflage  tech- 
niques. 

Four  of  the  Jacksonville  Recruit- 
ing Stations  were  responsible  for 
providing  a training  station.  There 
was  a competition  among  the  sta- 
tions, with  battalion  commander 
ETC  David  Walters  providing  a 
3-day  pass  and  other  incentives  to 
the  winners. 

“I  was  very  pleased  with  our 
mega-DEP,”  said  Walters.  “The  re- 
cruiters worked  hard  to  make  it  a 
first  class  function;  not  fancy,  but 
planned  and  executed  with  perfec- 
tion. We  had  more  than  200  DEP 
soldiers  and  parents  turn  out  and 
they  all  seemed  to  get  a kick  out  of 
it.  And  you  should  have  seen  BG 
Roper  — he  really  had  them 
going!” 

In  his  address  to  the  DEP  sol- 
diers, BG  Roper  said,  “I  am 
pleased  that  our  Army  is  made  up 
of  our  citizens.  You’re  going  to 
meet  some  fabulous  people.  Re- 
member, happiness  is  not  found  at 
the  end  of  the  road,  it’s  found 
along  the  way.” 

Ted  Jones,  Jacksonville  Battalion 
A&PA 


Excellence 
in  education 

H With  an  eye  to  the  future  and  a 
commitment  to  America’s  youth, 
the  Nashville  Battalion  recently 
hosted  an  excellence  in  education 
symposium. 

More  than  160  educators,  admin- 
istrators and  businesspeople  ac- 
cepted Army  recruiting’s  invitation 
to  the  symposium  with  the  theme 
“America’s  Youth:  Choosing  the 
Road  to  Success.”  The  principals, 
counselors  and  administrators  gath- 
ered to  hear  five  speakers  offer  ex- 
pert perspectives  on  the  varied 
roads  young  people  can  travel  to  a 
successful  career. 

After  ETC  E.  Gary  Campbell, 
commander  of  the  Nashville  Battal- 
ion welcomed  the  participants,  the 
event  kicked  off  with  speaker 
Mary  Willis,  the  U.S.  Secretary  of 
Education’s  regional  representa- 
tive, assessing  the  state  of  public 
education  in  the  southeast  and 
what  direction  education  needs  to 
take  now. 


MG  Wheeler  promotes  the  Ex- 
cellence in  Education  sympo- 
sium during  an  interview  with 
Kim  Hancock  from  a local 
television  station.  (Photo  by 
Marsha  Hogan) 

“We’re  all  in  this  together.  It’s 
the  responsibility  of  every  Ameri- 
can to  ensure  our  children  get  an 
education  that  allows  them  to  be 
successful,”  said  Willis. 

A luncheon  with  keynote 
speaker  Dr.  William  T.  Snyder, 
chancellor.  University  of  Tennes- 
see, Knoxville,  was  on  the  agenda. 
Snyder  spoke  on  the  challenging 
road  ahead  for  colleges  and  univer- 
sities. 

MG  Jack  Wheeler  opened  the 
afternoon  session  and  explained 
opportunities  available  in  the  mili- 
tary despite  current  and  future 
force  reductions.  His  presentation 
showed  educators  the  Army  meets 
the  needs  of  a wide  variety  of 
youth,  that  the  Army  is  in  the  fore- 
front of  many  different  educa- 
tional initiatives,  and  the  Army 
seeks  a true  partnership  in  educa- 
tion with  America’s  schools. 

The  symposium  ended  with  edu- 
cators requesting  invitations  to  fu- 
ture Army  recruiting  events  of  this 
type.  Based  on  participants  re- 
marks, the  event  convinced  these 
educators  the  Army  shares  their 
vision  for  educating  America’s 


SSG  Anthony 
Parkman  explains 
the  functioning  of 
the  M-16  rifle  to 
DEP  Joseph 
Oberman.  (Photo 
by  Ted  Jones) 
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Fair  with  aii 

I Another  successful  year  is  the 
best  way  to  describe  Army 
recruiting’s  recent  participation  at 
the  California  State  Fair,  held  at 
Cal  Expo  Fairgrounds  in  Sacra- 
mento. This  year,  the  exhibit  was 
supported  by  an  enthusiastic  team 
of  Army  Reservists  and  civilians 
from  the  124th  ARCOM. 

Under  the  leadership  of  ISG 
John  Benesch  from  the  921st  Mo- 
bile Army  Surgical  Hospital 
(MASH),  U.S.  Army  Reserve  sol- 
diers and  spouses  from  the  921st 
MASH  family  support  group  con- 
tributed the  highest  of  standards  in 
Army  community  relations. 

Army  exhibits  at  State  Fairs 
have  always  drawn  large  spectator 
crowds.  As  in  past  years,  drawings 
were  conducted  for  personal  pre- 
sentation items  (PPIs)  to  produce 
leads.  This  year  wallets,  tee  shirts 


and  coffee  mugs  were  the  featured 
prizes. 

The  result  of  this  year’s  Army 
exhibit  produced  over  280  quali- 
fied leads.  Also,  according  to 
Benesch,  exhibit  personnel  handed 
out  several  hundred  recruiter  busi- 
ness cards  to  people  who  wanted 
information. 

Overall,  U.S.  Army  Reserve  sol- 


SFC  Shirley  Grier 
of  the  Sacra- 
mento Nurse  Re- 
cruiting Station 
and  PFC  Christo- 
pher Fiorendo 
talk  to  the  public 
at  the  California 
State  Fair.  (Photo 
by  John  Benesch) 


diers  enjoyed  meeting  with  the  gen- 
eral public  and  many  smiles  were 
exchanged  from  both  soldiers  and 
civilians.  Army  community  rela- 
tions succeeded  at  this  year’s  Cali- 
fornia State  Fair  thanks  to  the 
dedicated  soldiers  and  civilians 
from  the  124th  ARCOM. 

Gil  Hogue  and  Tom  Blackwood 
Sacramento  Bn  A&PA 


Pittsburgh  Mayor  Sophie  Masloff  presents  a proclamation  declaring  the  1992-93  SYas  Pittsburgh’s  Stay  in  School/Stay  off  Drugs 
year.  Accepting  the  proclamation  is  COL  Cardell  Hunter,  1st  Recruting  Brigade  commander;  also  present  are  CPT  Dave  Blanchard, 
Metro  Company  commander  and  LTC  Gary  Stinnett,  Pittsburgh  Battalion  commander.  (Photo  courtesy  the  city  of  Pittsburgh  ) 
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Field  Files 


Minneapolis 

making 

history 

I In  September,  the  Minneapolis 
Recruiting  Battalion  conducted  a 
Mega  DEP/DTP  function  at  his- 
toric Fort  Snelling,  Minn.  The 
event  hosted  468  new  soldiers, 
guests,  influencers  and  recruiters. 

The  function  was  held  in  con- 
junction with  Army  History  Day. 
The  combined  event  was  a mix  of 
civilian/military  coordination  and 
cooperation.  The  main  push  of  the 
day  was  to  keep  the  DEP/DTP  sol- 
diers excited  about  the  Army  and 
also  to  supply  an  interesting  forum 
to  display  the  Army  to  possible  ap- 
plicants. 

Other  objectives  of  the  event 
were  to  promote  and  award 


DEP/DTP  soldiers;  recognize  out- 
standing recruiter  achievement; 
generate  additional  leads/enlist- 
ments through  guest  (prospect)  at- 
tendance; enhance  the  Army’s 
image  through  exhibition/demon- 
stration of  equipment  and  person- 
nel; and  promote  the  proud  history 
of  the  Army  and  Army  Reserve, 
“yesterday  and  today.” 

The  88th  Army  Reserve  Com- 
mand, Fort  Snelling,  displayed 
modem  day  equipment.  Today’s 
soldiers  demonstrated  and  exhib- 
ited rotor  aircraft,  medical  displays 
with  a trauma  surgical  unit,  medi- 
cal ambulance,  intelligence  display 
with  HMMWV,  electronics  equip- 
ment and  static  display  of  artillery. 
The  displays  represented  the  his- 
tory of  the  Army  from  the  early 
1800s  through  the  present  day  mod- 
em high  tech  Army. 

The  Historic  Society  of  Minne- 


sota put  on  an  excellent  show  that 
made  many  feel  as  if  they  were 
back  in  the  cavalry  days. 

Outside  the  historic  fort,  a spe- 
cial showing  of  an  educational 
World  War  II  touring  exhibit  was 
on  display,  pictorializing  the  role 
the  Army  and  Fort  Snelling  50 
years  ago. 

MG  Jack  Wheeler  promoted  28 
DEP/DTP  soldiers  and  presented 
three  recmiter  rings  to  deserving 
recruiters.  The  rings  were  pre- 
sented atop  the  battery  tower  of 
Fort  Snelling. 

The  day’s  activity  concluded 
with  a retreat  ceremony  conducted 
by  soldiers  of  yesterday  and  today 
retiring  our  national  colors  to  the 
echo  of  a bugle  and  the  roar  of  a 
cannon. 

Jerry  V.  Manos,  Minneapolis  Bn 
A&PA 


Taps  are  blown,  while  below  the  companies  of  Minneapolis  Battalion  and  the  1840  soldiers  stand  at  attention  at  historic  Fort  Snelling. 
(Photo  by  Jerry  Manos) 
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HOT  messages 

RECUSAR  message  92-093, 
Part  II,  Individual  Ready  Reserve 
Transfers.  This  eliminates  the  re- 
quirement to  mail  IRR  transfers  to 
ARPERCEN.  IRR  transfer  orders 
will  be  based  on  the  USAR  RE- 
QUEST system. 

RECUSAR  message  92-095, 
Administrative  Change  to  Army 
Regulation  601-210.  The  purpose 
of  this  is  to  inform  the  field  force, 
guidance  counselors,  and  opera- 
tions personnel  of  change  in  pol- 
icy regarding  the  processing  of 
Prior  Service  (PS)  applicants  for 
the  USAR. 

Effective  Immediately,  table  3- 
6 is  changed  to  read: 

RE-3C  applies  to:  persons  who 
do  not  meet  the  reentry  grade  and 
service  criteria  of  AR  601-210. 

Eligible: 

■ Ineligible  for  enlistment  un- 
less a waiver  is  granted  (for 
RA  enlistment). 

■ Fully  qualified  for  enlist- 
ment in  the  USAR,  unless 
the  reason  for  separation  dic- 
tates otherwise  (if  the  SPD 
does  not  require  a waiver). 

USAREC  Message  92-109,  Part 
I,  Validation  of  Enlistment  Bonus 
(EB),  Selected  Reserve  Incentive 
Program  (SRIP),  Broken  Service 
Selected  Reenlistment  Bonus 
(BSSRB),  and  the  Army  Nurse 
Candidate  Program  (ANCP).  This 
message  required  all  individuals 
who  enlisted  between  1 and  22 
Oct  92  for  SRIP  to  have  their  en- 
listment contract/addendum  vali- 
dated by  completing  an  additional 
addendum.  This  must  be  com- 
pleted no  later  than  10  Jan  93.  If 
you  have  questions  contact  your 
guidance  counselor,  now! 

USAREC  Message  92-111,  Re- 
vised Entrance  National  Agency 
Check  (ENTNAC)  Procedures  and 
Implementation  Instructions.  The 


purpose  is  to  provide  guidance  to 
the  field  force  and  guidance  coun- 
selors on  the  current  enlistment 
procedures  dealing  with  ENTNAC 
and  Quality  Control. 


Hats  off 

On  20  November  1992,  three  of 
our  best  guidance  counselors  were 
honored  in  Atlanta  by  the 
FORSCOM  Commander  with  the 
first  annual  Army  Reserve  Person- 
nel Readiness  Award.  BG  Al- 
fonso Lenhardt,  former  USAREC 
deputy  commanding  general,  pre- 
sented the  awards  to: 

MSG  Alvin  Thompson 

Amarillo  MEPS 

SFC  Daniel  Mountain 

Richmond  MEPS 

SFC  William  Pruitt 

Houston  MEPS 

USAR  technical  WO 
mission 

Effective  2d  Quarter  FY  93,  all 
recruiting  battalions  except  Den- 
ver will  have  a dedicated  USAR 
(AGR)  recruiter  on  a technical 
warrant  officer  mission.  These  re- 
cruiters will  be  on  a quarterly  mis- 
sion of  three  proponent  qualified 
packets. 

ALTERNATE  Training 
Program 

CurrenUy  High  School/Split  Op- 
tion (SPl)  recruiting  is  in  full 
swing.  The  program  has  been  re- 
duced to  3,153  training  seats.  De- 


partment of  the  Army  has  in- 
formed us  that  once  we  sell  the 
program  there  will  be  no  more. 
Allow  extra  time  past  the  180 
days  required  for  snow/weather. 
We  cannot  afford  to  waste  training 
seats.  Effective  Immediately  RSM 
June  is  open  for  SPl  reservations 
only! 

Save  91C  training  seats 

We  need  your  assistance  again. 
During  the  last  two  9 1C  AIT 
classes,  we  lost  19  training  seats. 
Recruiters  need  to  screen  DTPs 
who  are  schedule  for  91C  training. 
Remember  if  your  applicant  is 
having  problems  and  cannot  at- 
tend training,  contact  your  GC  so 
that  proper  steps  may  be  taken  to 
save  the  training  seat. 

Another  question 

From  a USAR  guidance  coun- 
selor: Can  an  individual  who  is  at- 
tending school  for  a nursing 
degree,  ADN  or  BSN,  enlist  for  the 
STARR  program? 

No,  the  only  program  allowed 
are  those  that  have  been  accepted 
for  enrollment  in  a state-approved 
course  in  practical  or  vocational 
nursing  that  will  lead  to  the  issu- 
ance of  a license  as  a practical  or 
vocational  nurse.  This  is  outlined 
in  Memorandum,  ODCSPER, 
DAPE-MPA,  21  Jun  90,  subject 
Specialized  Training  for  Army  Re- 
serve (STAR). 

Questions/comments 

If  you  have  a question  or  idea 
you  want  to  share,  write  us.  Please 
be  as  detailed  as  possible. 

HQ  USAREC 

Director  of  Reserve  Affairs 

ATTN:  RCRC-PPS-TIPS 

Fort  Knox,  KY  40121 

POC  is  MSG  Hirnikel,  1-800- 
223-3735,  extension  4-0873. 
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Life  Signs 


Flu  Shot 


And  you  thought  the  Army  just  liked  stick- 
ing you  with  needles! 

Tain’t  necessarily  so.  In  this  uncertain  world  the 
Army  needs  soldiers  who  are  ready  to  go  at  a 
moment’s  notice.  A flu  epidemic  could  seriously  imp- 
air a unit’s  combat  ready  status. 

According  to  a recent  New  York  Times  article,  the 
possibility  of  another  flu  pandemic  is  waiting  just 
around  the  comer.  (A  pandemic  is  an  epidemic  over  an 
especially  wide  geographic  area,  with  disease  occur- 
ring at  a higher-than-expected  rate  on  several  conti- 
nents at  once.) 

The  reason  scientists  worry  about  a pandemic  is  that 
the  flu  virus  evolves  at  a very  fast  rate.  Several  vac- 
cines against  multiple  strains  have  been  developed,  but 
the  virus  can  mutate  so  quickly  that  any  vaccine  is  only 
effective  against  this  year’s  strain.  By  next  year,  the 
virus  will  have  changed  again  and  this  year’s  vaccine 
will  be  of  little  or  no  use. 

There  have  been  three  pandemics  in  this  century. 
During  the  winter  of  1918-19,  more  than  two  billion 
people  around  the  world  contracted  influenza,  named 
“the  Spanish  flu”  in  its  1918  incarnation,  and  it  is  esti- 
mated that  between  20  and  40  million  people  died  in 
this  pandemic.  During  the  1957  outbreak  of  “the  Asian 
flu”  70,000  Americans  died,  and  28,000  Americans 
died  from  the  1968  “Hong  Kong  flu.” 


Influenza  pandemics  have  historically  originated  in 
China  — even  the  so-called  “Spanish  flu”  had  Asian 
origins.  Why?  The  answer  will  surprise  you.  New 
strains  of  the  flu  most  often  originate  in  China  because 
China  has  so  many  ducks.  Ducks,  pigs  and  chickens 
are  the  most  common  animal  hosts  for  the  influenza 
virus,  and  in  China  they  live  close  to  each  other  and  to 
human  beings  on  small  rural  farms. 

According  to  Robin  Morantz  Henig  in  her  forthcom- 
ing book  “A  Dancing  Matrix:  Voyages  Along  the  Viral 
Frontier,”  the  influenza  virus  is  an  equal  opportunity 
bug  — it  infects  these  animals  as  easily  as  humans,  but 
it  tends  to  recombine  in  the  animals’  intestines  with 
other  strains  to  create  entirely  new  strains.  Not  all 
strains  are  viable  and  not  all  are  deadly  to  humans,  but 
the  odds  are  that  every  couple  of  decades  the  animals 
will  release  a radically  different  and  deadly  strain  that 
can  spread  quickly  through  the  human  population. 

Scientists  continue  to  study  each  year’s  strain  for 
clues  to  the  ultimate  vaccine  — the  delay  between  the 
identification  of  a new  strain  and  developing  and  dis- 
tributing a new  vaccine  is  3-4  months.  But  studying  in- 
fluenza could  lead  to  an  understanding  of  the  nature  of 
viruses  in  general,  long  a mystery  to  the  medical  com- 
munity. 

Did  you  get  your  flu  shot  this  year? 

Kathleen  Welker,  RJ  editor 
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The  Test 


1.  What  regulation  references  the  maximum  allowable 
age  for  appointment  in  the  grade  for  which  a nurse  appli- 
cant is  educationally  and  professionally  qualified? 

a.  USAREC  Reg  601-37 

b.  AR  601-210 

c.  AR  135-101 

d.  USAREC  Reg  350-7 

2.  An  AD  application  may  be  submitted  on  a nurse  appli- 
cant requesting  recall  to  AD  a maximum  of 

prior  to  the  date  the  applicant  desires  to  access. 

a.  1 year 

b.  4 months 

c.  6 months 

d.  9 months 

3.  Soldiers  scoring  a 270-289  on  the  APFT  will  be 

awarded  a . 

a.  Three-day  pass 

b.  Physical  fitness  patch 

c.  Certificate  of  Achievement 

d.  Both  a and  b 

4.  The  recruiting  station  commander  will  use  what  form 
to  prepare  the  monthly  training  schedule? 

a.  USAREC  Form  496 

b.  USAREC  Form  845 

c.  USAREC  Form  846 

e.  Locally  generated  form 

5.  Recruiting  station  training  is  to  be  conducted  a mini- 
mum of  2 hours  per  week. 

a.  True 

b.  False 

6.  What  regulation  pertains  to  the  USAREC  U.S.  Army 
Reserve  Ownership  Program? 

a.  USAREC  Cir  601-87 

b.  USAREC  Reg  601-82 

c.  USAREC  Reg  140-3 

d.  USAREC/USARC  Reg  601-72 

7.  What  is  the  total  authorized  dollar  amount  that  can  be 
spent  on  each  DEP  member  at  a funded  DEP  function? 

a.  $9 

b.  $6 

c.  $12 

d.  $10  (exception  by  battalion  commander) 

8.  Normally  a COI’s  spouse  cannot  attend  an  Army 
funded  COI  event. 

a.  True 

b.  False 

9.  How  many  senior  males  will  be  contacted  by  31 
January? 

a.  100  percent 

b.  85  percent 


c.  50  percent 

d.  90  percent 

10.  What  is  the  minimum  number  of  USAREC  Form  512s 
(Regular  Army  and  Reserve  Components  Referral  Sheet) 
that  is  to  be  given  to  each  new  DEP  member? 

I a.  Two 

I b.  Three 

c.  Five 

d.  None  of  the  above 

11.  Who  is  authorized  to  do  a telephonic  check  on  a 
USAR  applicant  for  the  purpose  of  verifying  that  the  ap- 
plicant has  a high  schooi  diploma? 

a.  Company  first  sergeant 
j b.  Operations  officer 

; c.  Company  commander 

i d.  Telephonic  checks  not  authorized 

' 12.  When  a participating  Reserve  Component  member 
I applies  for  enlistment  into  the  Regular  Army,  the  DD 

! Form  368  is  valid  for days  after  it  has  been 

signed  by  the  unit  commander  or  designated  representa- 
tive. 

I a.  90  days 

j b.  60  days 

j c.  45  days 

I d.  14  days 

I 13.  If  a reply  from  police  authorities  is  not  received 

I within , then  a copy  of  the  DD  Form  369  will  be 

i sent  to  the  battalion  whose  area  inciudes  the  city  in 
I question. 

a.  7 days 

b.  60  days 

c.  21  days 

d.  30  days 

14.  Ail  prospects  have  certain  goais  that  they  want  to 

accomplish.  These  goais  can  generaily  be  broken  down 
into  two  categories,  which  are . 

I a.  Attend  college  and  get  a job 
I b.  Get  a job  and  be  a success 

c.  Attend  college  and  get  married 

d.  Get  training  and  serve  their  country 

15.  There  are areas  in  which  the  majority  of 

salesmen  make  basic,  common  mistakes  that  keep  them 
from  being  successful. 

a.  Two 

b.  Ten 

c.  Five 

d.  Six 


; (The  answers  to  this  month ’s  Test  can  be  found  on  the 
I inside  back  cover.) 
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Salutes 


ALBUQUERQUE 

SFC  Johnny  Gary 

BECKLEY 

SSG  William  E.  Rowe 
SSG  David  W.  Burns 

BRUNSWICK 

SFC  Michael  Naro 
SSG  Antonio  Darosa 
SFC  Thomas  C.  Lanctot 
SFC  Lloyd  McKinney 
SGT  Calvin  Cannon 
SFC  Roger  Bushell 
SFC  Daniel  Linton 


ALBUQUERQUE 

SGT  Paula  J.  Gulick 
SSG  Robert  L.  Lodge 

BALTIMORE 

SSG  Samuel  Gilbert 

CHICAGO 

SGT  Ronald  L.  Townes 

COLUMBIA 

SSG  Benjamin  L.  Lugo 

DALLAS 

SGT  Phillip  E.  Thomas 
SGT  Derwin  L.  Sneed 

DENVER 

SSG  Joseph  A.  Bouson 

DES  MOINES 

SSG  Richard  R.  Messing 

HARRISBURG 

SFC  David  L.  Arner 
SSG  Joginer  S.  Minhas 


SFC  Joseph  Necheporek 
SSG  Patrick  W.  Mclntire 
SFC  Freddie  L.  Waters 

COLUMBIA 

SFC  Alton  J.  Griffin 

HOUSTON 

SGT  Tommy  D.  Thompson 

MONTGOMERY 

SSG  James  W.  Appling 
SSG  Eddie  C.  Davis 
SSG  Patricia  Young 
SFC  Anthony  C.  Brown 


PinSBURGH 

SFC  Michael  G.  Pagel 

SACRAMENTO 

SFC  Dwight  K.  Byrd 

SANTA  ANA 

SFC  Esteban  R.  Smith 
SSG  Arthur  Ramos 
SFC  James  V.  Daniels 
SFC  Kenneth  Myers 

SEAHLE 

SSG  Nicholas  Jonson 
SFC  Daniel  E.  Lentz 


Gold  Badges 


HOUSTON 

SSG  Kenneth  B.  Rosier 
SFC  James  K.  Hudson 

MIAMI 

SSG  Antonio  Rivera 
SGT  Jose  A.  Sepulveda 

MILWAUKEE 

SGT  Daniel  L.  Noe 

MINNEAPOLIS 

SGT  Thomas  E.  Myher 
SGT  James  R.  Herman 

NASHVILLE 

SFC  Glenn  T.  Peterman 
SSG  Colin  P.  Neville 

NEW  ORLEANS 

SSG  Richard  Webre 

NEW  YORK  CITY 

SSG  Carlos  M.  Lopez 


PinSBURGH 

SGT  Matthew  J.  Colley 

PHOENIX 

SSG  James  L.  Brock 
SSG  Larry  Webb 
SGT  Chris  A.  Gant 

RALEIGH 

SSG  Dannie  P.  Storie 
SGT  Bruce  L.  Hall  Jr. 
SSG  Gary  T.  Quinter 
SSG  Mary  B.  Griffin 
SFC  Jeffrey  T.  Whitmore 

SALT  LAKE  CITY 

SGT  Cletis  D.  Kirkpatrick 
SGT  Charles  T.  Tucker 
SGT  Steven  C.  Beutler 
SSG  Garry  W.  Clements 
SGT  Shane  K.  Hughes 
SGT  Michael  Wasnuk 


SGT  Hyrum  S.  Noyes 
SSG  Phillip  J.  Harper 
SSG  Darci  A.  Trimmer 
SSG  Rodney  L.  Cowan 

SAN  ANTONIO 

SGT  Salvador  Bazaldua 
SSG  Kimbal  K.  Calmes 

SEAHLE 

SSG  Thomas  J.  Contway 

SYRACUSE 

SGT  David  P.  Macura 

TAMPA 

SGT  Derek  Walker 
SFC  Willie  Haynes 
SSG  Brian  Hardie 


Recruiter  Journal 


RSC  Schedule 
RSM  January 

Cinema  Vans 
DES  MOINES,  Jan  19  - 25 
INDIANAPOLIS,  Jan  18  - 25 
NEW  ORLEANS,  Jan  13  - 25 
OKLAHOMA  CITY,  Jan  13  - 25 
SEATTLE,  Jan  15  - 25 

Cinema  Pods 
ALBANY,  Jan  13  - 25 
HARRISBURG,  Jan  12  - 25 
JACKSON,  Jan  13-25 
LOS  ANGELES,  Jan  13  - 25 
PITTSBURGH,  Jan  13  - 22 
ST.  LOUIS,  Jan  13  - 25 

High  Tech 

LOS  ANGELES,  Jan  18  - 25 


Answers  to  the  Test 

1.  a,  USAREC  REG  601-37,  Para  5-8  (a) 

2.  c,  USAREC  REG  601-37,  Para  4-3 

3.  c,  USAREC  SuppI  1 to  AR  350-15,  Par  12  (2) 

4.  a,  USAREC  Reg  350-4,  para  2-8 

5.  a,  USAREC  Reg  350-4,  para  2-8  (3)  e (1) 

6.  b,  USAREC  Reg  601-82 

7.  b,  USAREC  Reg  1-18,  para  4,1  (2) 

8.  a,  USAREC  Reg  1-18,  para  4 (e) 

9.  a,  USAREC  Reg  350-6,  Table  3-1 

10.  b,  USAREC  Reg  350-6,  para  3-8 

11.  d,  USAREC  Reg  601-101,  para  2-2  (4) 

12.  b,  AR  601-210,  para  5-22 

13.  c,  AR  601-210,  Table  2-1,  Rule  G 5 

14.  a,  USAREC  Pam  350-7,  para  3-2 

15.  d,  USAREC  Pam  350-7,  Chapter  5,  para  5-2 


USAREC  Awards  Runners-Up  (from  left):  SGT  Joseph  Blando  (New),  SFC  Harry  Sowers  (USAR  Nurse),  SSG 
Thomas  Lester  (RA),  SFC  Rae  Batiste  (USAR),  ISG  Robert  Snead,  SFC  Murry  Toney  (GC),  SSG  Ronald 
Bryan  (SOY),  and  SFC  George  Shannon  (RA  Nurse) 
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